
and its loop, and notifying the SWBT Local operation Center (LOC) to disconnect

the SWBT dial tone and to activate INP.

78. For service to be provided with a minimum of disruption to the end-user, it is

vitally important that all of the necessary elements for conversion "with loop" or

"without loop" be precisely coordinated - both internally within SWBT and

between SWBT and the CLEC. If anyone of the required links is not in place at

the required time, if the SWBT frame attendant does not receive proper instructions

to change the timing on a scheduled cross-connect order, or if the CLEC fails to

notify SWBT that its switch will not be ready to activate service at the specified due

date, service will be interrupted.

79. Because each and every one of the operations described above (and illustrated in

Schedules 14 and 15) must be carried out for each and every number which is

ported, the complexity of the process and the importance of coordination,

communication and cooperation between SWBT and the CLEC increases greatly

with the number of lines involved in a given end-user conversion. As with other

new processes, experience is the best teacher.

80. As described in the Affidavit of Linda Kramer, the LOC acts as SWBT's primary

coordination point with the CLEC for INP conversions. The LOC coordinates all

INP order activities with internal work groups for the requested cut, including the

RCMAC and Network Operations personnel. This includes ensuring that the

service disconnect order is properly associated with the INP activation order, so

that both functions occur simultaneously. The LOC is also responsible for making
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sure that any change in the INP request made by the CLEC through the LSC is

properly conveyed to all the necessary "downstream" SWBT organizations.

81. As explained in Ms. Kramer's affidavit, SWBT has ported numbers for over

13,000 lines in its five states, and over 5000 lines in Oklahoma.

82. Early INP orders experienced some problems caused by inexperience of both

parties. As explained by Ms. Lowrance in her affidavit, SWBT has instituted

several measures to improve the INP process. As a result of these efforts, SWBT

processed all INP orders (167) in Oklahoma between December 5, 1997 and

January 5, 1998 with no missed due dates or end user service interruptions.
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RECIPROCAL COMPENSATION

83. Reciprocal compensation refers to the billing and payment arrangement that

recovers the additional costs incurred for the transport and termination of local calls

originating on one party's network and terminating on the other party's network.

SWBT and interconnecting telecommunications carriers have established

arrangements for reciprocal compensation. See the Affidavit of Mr. Moore for

additional costing details. (Cox Section 5.3; Dobson Attachment 12; ASCI Section

5.3; Intermedia Section llI)

84. SWBT offers cost-based mutual and reciprocal compensation rates for both tandem

office-based and end office-based transport and termination of local traffic. (Cox

Section 5.3; Dobson Attachment 12)

85. Three functions may be involved in the transport and termination of local traffic' :

local (end office) switching, common transport, and local tandem switching. The

rates SWBT charges for the transport and termination of local traffic are based

upon the functions actually involved in transporting and terminating the call.

86. If a CLEC chooses to interconnect at a SWBT local tandem office switch2
, SWBT

charges a "Tandem Switched" compensation rate. This rate includes tandem

switching, common transport and local switching components, based upon the fact

that SWBT actually switches the call at its local tandem switch, transports the call

from the tandem switch to the end office serving the called number, and switches

I "Local Traffic," for purposes of intercompany compensation, is if (i) the call originates and terminates in
the same SWBT exchange area; or (ii) originates and terminates within different SWBT Exchanges that
share a common mandatory local calling area, e.g., mandatory Extended Area Service (EAS) or other like
types of mandatory expanded local calling scopes.
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the call at that end office to the called party. The rate charged by SWBT is the sum

of the unbundled network element rates for unbundled local switching, common

transport and tandem switching.

87. If a CLEC chooses to interconnect at a SWBT end office3
, SWBT charges an end

office compensation rate. This rate includes a charge for end office switching only,

since that is the function performed by SWBT to terminate the call. The"End

Office" local termination rate is equal to the Unbundled Local Switching rate.

88. SWBT delivers monthly settlement statements to CLECs as a part of the billing

process for compensation for transport and termination of local exchange traffic.

Using guidelines set forth in technical procedures provided by SWBT to each

CLEC, SWBT records its originating usage, including the originating and

terminating NXX for all intercompany calls. On a monthly basis, SWBT

summarizes the originating usage information and transmits the information to the

terminating CLEC for intercompany settlement billing. Since this is a reciprocal

compensation arrangement, the CLEC must also record originating usage and

provide reports to SWBT for billing of terminating compensation to the CLEC.

89. Over 306 million local minutes of use were exchanged over interconnection trunks,

subject to reciprocal compensation arrangements, between SWBT and CLECs in

SWBT's five states in the year 1997. Over 241 million local minutes of use were

terminated by CLECs and 65 million local minutes of use were terminated by

2 "Tandem Office Switches are used to connect and switch trunk circuits between Central Office switches.
3 "End Office Switches" are where end user exchange services are directly connected and offered.
4 Technical Exhibit Settlement Procedures (TESP) contains the detailed technical descriptions and
requirements for the recording, record exchange, and billing of local and intraLATA traffic.
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SWBT. Almost 83 million local minutes were exchanged in Oklahoma between

SWBT and CLECs - 80 million from SWBT to CLEC s and 3 million from CLECs

to SWBT.

90. SWBT also offers to switch transit traffic, which allows CLECs to interconnect

indirectly with other CLECs. (STC Section m.B) SWBT's transit service allows

one CLEC to send traffic to another CLEC network through SWBI's tandem, thus

avoiding the cost of investing in facilities necessary to interconnect to all other

CLECs in a local calling area. SWBT expects CLECs who transit its tandem for

the purpose of interconnecting with other CLECs to have agreements in place with

those CLECs for reciprocal compensation for termination of each other's traffic. If

transit traffic is passed without such an agreement, SWBT requires that the CLEC

hold SWBT harmless so that it has protection against third party claims.

91. A Transit Traffic rate element includes tandem switching and transport charges and

applies to all usage between CLECs that transit SWBT's tandem switch. The

originating CLEC is responsible for the appropriate rates unless otherwise

specified. The Transit Traffic rate element is only applicable when calls do not

originate with (or terminate to) SWBT's end user. (STC Section m.B.2)

92. For purposes of reciprocal compensation, traffic originated by and terminated to

Internet Service Providers (ISPs) enjoy a unique status. These providers have

historically been subject to an access charge exemption by the FCC which permits

the use of Basic Exchange Telecommunications Service as a substitute for switched
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access service. The great majority of Internet calls are interstate, or at the very

least, interexchange in nature. Therefore, such calls are not properly the subject of

reciprocal compensation because they are not local calls. The Administrative Law

Judge in acc Cause No. oo548סס97 rejected the argument of Brooks Fiber that

Internet traffic should be treated as local traffic for purposes of reciprocal

compensation. In that decision the AU confirmed this when, on January 26, 1998,

he stated, "the plain fact remains that even though the call originated by using the

traditional 7-digit dialing sequence, the call does not terminate with the local ISP.

It is forwared onto the Internet and is, therefore, not subject to local reciprocal

compensation. "

CLEC TRAINING

93. SWBr offers a variety of classes to educate CLECs on how to do business with

SWBr. Small class size (maximum of 12) and in-class exercises enables SWBT's

instructors to ensure a quality learning experience and level of understanding for

each CLEC student.

94. All classes are instructor-led "train-the-trainer" format to enable CLEC operational

personnel to return to their companies and educate their employees as appropriate

for their business. In addition to student material provided in class, each CLEC is

provided a clean hard copy and a computer disk containing the instructor guide and

student guide for use in developing their own training materials to use in training

their employees.
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95. The SWBT's workshops cover operational information that is required for both

manual and electronic order processes. Workshops are available to CLECs who

have signed and filed Interconnection or Resale Agreements. Workshops are

offered free for up to six employees from each CLEC, however, there is a charge

for class participation canceled less than two weeks prior to the start date of a

workshop (see charges detailed under OSSs).

96. Workshops detail telecommunications services offered for resale, unbundled

network elements, interconnection and how to pass manual orders for each. New

workshops are developed and offered as additional topics are identified or national

ordering standards refined.

97. Current workshops include:

Resale Workshop

• details services available for resale, ordering forms to be used, including the

industry-standard Local Service Request form (LSR) and Local Service

Ordering Requirements (LSOR) for Resale

• composed of two sections:

1. one for Basic residence and simple business services - two days

2. the second for complex business services - one day

LSR Workshop for Resale

• currently 112 day in length

• designed for CLECs who currently resells but now needs details on how to

utilize the industry-standard LSR ordering form for resale
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• covers the LSOR for resale

• is a prerequisite for LEX-Resale

Directory Listings Workshop for Resellers

• two-day course

• especially valuable to CLECs ordering resale business services either

manually or via Business EASE

• covers the Directory Matters Guide

UNE Workshop

• currently 1 1/2 day in length

• details unbundled network elements and industry-standard Local Service

Request ordering form for UNEs

• resource material covered includes CLEC Handbook for Facilities-Based

Providers, Carrier Coding Guide and LSORILSOG for UNEs

• is a prerequisite to LEX-UNE

Interconnection Workshop

• currently 1 1/2 day in length

• details how to order interconnection via the industry-standard Access

Services Request (ASR) form

• covers use of CLEC Handbook for Facilities-Based Providers, Carrier

Coding guide and LSOR for interconnection
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98. Classes on how to use SWB's Operations Support Systems (OSSs) for pre-ordering,

ordering, provisioning, repair/maintenance and billing also are offered to CLECs

who have negotiated OSSs in their agreements. OSS classes are required on each

system that affects the network. ass classes focus on how to use the specific

system. Current OSS classes include:

Residence EASE - pre-order and ordering resale services

• four and half days

• can be combined with SWB Toolbar (Verigate, Order Status, Trouble

Administration) for a full five-day course

Business EASE - pre-order and ordering resale services

• four and a half days

• can be combined with Toolbar (Verigate, Order Status and Trouble

Administration) for a full five-day course

Toolbar - pre-order, provisioning, repair/maintenance, billing functions

• covers Verigate, Order Status, Trouble Administration

• currently a half-day course; will be a full-day course when Bill Information

is added

LEX- Resale or UNE - ordering resale services or Unbundled Network

Elements

• currently a half-day course, covering ordering Resale Services using the

Local Service Request (LSR) form
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• LSR - Resale or UNE workshop are prerequisites according to whether the

CLEC wishes to use LEX for Resale orders or LEX for UNE orders

• will be a full-day course when Directory Services Request form (DSR) is

added in February

• LEX-Resale information can be covered for CLECs who are Facilities-

Based and Reselling

SORD - supplement resale orders

• one-day course

• available to CLECs who utilize Residence or Business EASE to correct

orders issued only in Residence or Business EASE

• covers five functions: sign on/disregard/signoff, cancel, delete, change due

date and inquiry

• includes overview of USOCs/FIDs

99. The cost for OSS classes is detailed in the following table:

Training Rates 5 day 4.5 day 4 day 3.5 day 3 day 2.5 day 2 day 1.5 day 1 day 1/2 day

class class class class class class class class class class

1 to 5 students $4,050 $3,650 $3,240 $2,835 $2,430 $2,025 $1,620 $1,215 $810 $405
6 students $4,860 $4,380 $3,890 $3,402 $2,915 $2,430 $1,945 $1,455 $970 $490

7 students $5,670 $5,100 $4,535 $3,969 $3,400 $2,835 $2,270 $1,705 $1,135 $570

8 students $6,480 $5,830 $5,185 $4,536 $3,890 $3,240 $2,590 $1,950 $1,300 $650

9 students $7,290 $6,570 $5,830 $5,103 $4,375 $3,645 $2,915 $2,190 $1,460 $730

10 students $8,100 $7,300 $6,480 $5,670 $4,860 $4,050 $3,240 $2,430 $1,620 $810

11 students $8,910 $8,030 $7,130 $2,835 $5,345 $4,455 $3,565 $2,670 $1,780 $890

12 students $9,720 $8,760 $7,780 $2,835 $5,830 $4,860 $3,890 $2,920 $1,945 $970
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100.SWB encourages CLECs to send their employees to an OSS class near the time

when the CLEC intends to begin using the OSS. CLECs benefit most from classes

when personnel are able to return to their businesses and quickly begin utilizing the

system on which they've been trained.

101.As of February 6, 1998 more than 300 employees of 28 CLECs have participated

in OSS classes.

CONCLUSION

102. As explained through its Oklahoma approved and/or arbitrated interconnection

agreements and STC, SWBT offers each of the items contained in the competitive

checklist and does so in a manner consistent with all applicable directives, orders and

rules. This concludes my affidavit.
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Berore tbe
FEDERAL COMMt:~ICATIO~S COMMISSION

WasbiDl!oa. D.C. lO!54

In The :--.tarter of
Appiication of SBC Communications Inc..
Southwestern Bell Telephone Company. and
Southwestern Bell Communications Services.
Inc. dlbia Southwestern Bell Long Distance.
for Provision of In-RelioD.
InterLATA Services in Oklahoma

CC Docket ~o. _

AfFtDAV1T or RICARDO ZAMORA
QN BEHALf Qf SOUIBWJSDBN BELL DLEPHONE COMPNn'

STATE or ~SSOURI )
)IL

CITY or ST. LOUIS )

1. Ricardo Zamora, bema first duly sworn upon oaEh. do hereby depose and Slale as

follows:

1. ~y name is Ricardo limon. I am Vice President - Local1ntercoanection for Southwestern

Bell Telephone Compmy. ("SWBT"), I wholly owned subsidiary of Southwestern Bell

Corporation ("SBej.

2. As Vice Presideat - Local IntercoDDeCtiem. I am responsible for directiD& the nelotiatina

process with all new Local Service Providers (LSP) in Southwestem Bell Telephone's five

state region (Texas. Okllboma. Missouri. KID"", IDd Arkamas) in accordaDce with the

Telecommunications Act of 1996 (Act).



PROfESSIONAL EXPERIE~CE:\~D ED(;C.=\TJQ~

3 r Joined Southwestern Bell in June of 1973 in Austin. Texas. after receiving a Bache!or of

Business Administration degree from Texas A&M Cniversity at Kingsville. From 1973

through \1ay 1976. I worked in a variety of positions including Accounting Supervisor.

Internal Auditor and Computet' Operations Manager. In 1916. I worked in the Data Systems

organization responsible for proaramminl and methods for several fmanciaJ applications. [

continued my education and in 1982. I received a Masters of Business Administration from

the University of Central Oklahoma. After several other positions and relocations. in 1984. I

•became the Dis1tiet Manqer responsible for Oklahoma replalOry accountina functions

incluclina development 'of state rate case tilinas. In 1989. I became a Division Manqer

responsible for the Teus Compaollers Operations staff and later became the Industry

Relations MaDqer-Texas responsible for interconnection arranaement5 with independent

companies. In 1990. I wu promoted to Controller of Southwestern Bell Telephone

Company. In November 1995, 1usumed m>' present responsibilities.

PURPOSE QF AffIDAm

4. This affidavit will show t1w: Southwestern Bell TelephoDi Company (swaT) his enalled in

good faith neaotiatiODl with all panies interested in operatiDa as a local service provider

(LSP) wnbiD SWBTs five !We territory. I intend to show SWBT's efforts at load faith

neaotiatioas two ways. First. I will live an overview of the processes we developed to

respond to the needs of LSPs wmtiDa to intereonnea with our netWOrk aDdIor resell our

services. SecoDd. this affidavit will sbow the results of those processes by summarily

describina apeelDems IChievecl tbrouah neaotiations.
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PROCESSES DEVELOPED TO PROMOTE :'iECOTIATIONS l:'i GOOD fAITH

5. \\nen I took on my current responsIbilities. rneeded to select individuals to serve as negona­

tors and in doing so. was generally allowed to select peOple from any organization in SWBT

because of the Importance placed on our compliance \\ith the Act. r was looking for people

with appropriate background and experience as well as a demonstrated ability to get along

with others and to get the job done. I brought in attorneys to work with the negotiators and to

explain our obligations under the Act. with an emphasis on the requirement for "good faith··

negotiations. Workinl with the staff of Southwestern BeU's Center for Leaming, I arranged

for a consultant to spend a week with my nqotiarors trai.nina us on how to listen and

understand the needs of an LSP in order to avoid rachial impasse aDd how to work toward

mutually acceptable positions. The time spent in traiDiDI also allowed the nqotiators to get

to know one another as well as the attorneys with whom they wouJd be workiDI so we could

have a common base of understandinl aaainst which to coasider future raJ life questions

regarciinl the provisions of the Act and iood faith nqotiations.

6. An team of acCOUDt manqers. known as the Competitive Provider ACCOUDt Team (CPAn.

was established lDClusianed responsibility for manqinl aDd servicinl all activities pertaining

to the new entrants into the local service market. Such eDtrIDtS include ATelT, MCI, Sprint.

MFS. Brooks Fiber, TCG IDd more than 100 others who bave nqotiated. or are in the process

of nqotiIIiq. interconnection or resale apeemeDts with SWBT. CPAT member

responsibilities iDclude providina a sinale point of cODtld for LSPs, nqotiatina with new

LSPs. facilitatiDa IDd coaduetiDa requirecl meetinp with SWBT subject matter expertS.

providiq informariOD to the LSPs, cominl to terms CD a nqotiatecl apeement. and

implementini the apeement.
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7 At the stan of 1996. I had three lead negotiators. three account manaiers. and se\ eral

mdividuals from numerous departments I."etwork. Legal. Billing. 911. Exchange Carner

Relations. State Tariffs. etc.) who were assigned to assist with the negotiations. r had not

expected to receive the volume of requests that materialized (136 to date). nor did r fully

appreciate at the outset how complex and time-consuming the negotiations could become. In

~arch 1996. one LSP advised that it had dedicated 40 employees to negotiate its agreement

with SW'BT and wanted us to be available for essentially fuji-time discussions for 135 days.

8. The CPAT team has been in existence approximately twenty-one months. and has grown to

eighteen people. 9f those eilhteen. thirteen are acCOUDt manaaers assiped to specific LSPs.

Additional account manqers. supervision. and support personnel are beina added to support

increased LSP activity, aDd will continue to be added u demand dicwes.

9. At the start. my assumption wu that LSPs seekinl to neJotiare interConnection qreements

would not submit a formal request to neJotiate until they had a business piID and knew

where, how and when they wmted to enter the local excbaqe business. Some lSPs did have

a "business plan" when they met with us. However. several LSPs used the negotiation

process to lain iDfonDaIion from SWBT in order to decide whether they wanted to operate in

our five-state repoa.

'0. Upon receipt of a wri1IeIl requesc to Delotiare. SwaT provides a prompt respoase that

assilDS a lad DlJotiaror to wort with the LSP umi1an apeement is executed by bolh parties.

An accoUDl maDIpr is aIJo appointed to lid u the lSP's point of contICt with SwaT

throughout the neaotUlrioas aDd to serve u the LSP's advocIIe within SWBT as the

qreemcnt is imp1emeDteeL The lad DeJotiator assembles subceams to address fwsctional

and operational issues such u netWOrk architecture, the excblDp of billinJ records. directory

listinls aDd delivery, operaror services. ete. Typically. meetinp are initially scheduled with
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the LSP 3t the tim mutually acceptab-Ie date and the team stays assIgned to the LSP '.ll':t:l 1'"

agreement is reached.

11. For months. SWBT individuals responsible for negotiations held daily 8 a.m. conference

calls in order to provide a timely status repons on issues raised during negotiations and to

make sure they were being addressed. These daily calls served two purposes: (1) a means of

keeping everyone participating in negotiations involved in the development of solutions to

issues so that our responses to LSPs could be consistent. and (2) a forum for negotiators to

reiterate the concerns raised by LSPs with the SWBT personnel supponinl the negotiatIons.

These conference calls are now held twice each week. with additional calls scheduled as

needed.

12. ThroUPOUl the nqotiation process. SWST hu kepc aD open mind and aiven serious

consideration to cbqes in our positions or systems as requested by LSPs. On an as-needed

basis. day-Ionl meetiDp are mlDlcd so that members of the neaotiatiDa teams. policy

ifOuPS. and affected subject matter experu can review whether adjusanents should be made

to our negotiatina positions. These sessions are another oppommity for nelotiators to

explain what LSPs would like to see chlnacd aDd for subject maaer expens to either come up

with valid reasons why the request can or cam10t be Sllisfied or to explore altenWives.

13. SWBT bu respoDded promptly to widely diverpm requau for imercoDDldiolL SWBT has

shown tlexibility repnIiDa the official stilt of the swurory aeptiatioas timeliDe offerinl to

use the dire ofdie reqUlSl or the dire of the first subalmive aeaotillioas meetiDa as "starting

the clock." SwaT bas apeed to coasider usiDa I Dumber of COIIUICt fOmllll requested by

LSPs as the bue documeDt for aeptiatioas. In IDIIIY of me neptialioas. SwaT hu also

provided the LSP wi1b aD eleeuoaic version of COIlU'lCtS to allow for automalic comparisons

between versions to ideDti1'y chIqes in conU'IClUI1 IIlJlUlP. In addition. SwaT has
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oifered :0 undertake the adminiStratIon of contract language to reduce the resour:es required

of the LSP; or. if important to the LSP. SWBT has agreed to allow control and updatmg of

the contraCt to be performed by the LSP.

14. To facllitate entry. SWBT developed an informational packet for LSPs outlining entry into

the local exchange business. The packet provides such items as the address for the state

regulatory agencies, a request form to obtain a Company Code ~umber from the ~ational

Exchange Carrier Association. tax exemption fonns for Federal anel Swe taxes. instructions

for obtaining NXX assisnments, information on Common Lanpage Location Codes.

material for Bellcore'5 Local ExchaDle Routiq Guiele. and contae:ts on how to obtain
;

swaT's filed tariffs. In addition. after nqotiations bqin. SWBT provides each LSP with a

written handbook that has helpful information for intereoDDeCtinI with SWBT (the switch-

based providers' handbook) or KtinI u a reseller of SWBT services (the reseUers'

handbook). Both books address topics such u orderina. trouble reponiDa. certification

requirements, usaae sensitive local coDDeCtions. SWBT contaCt information. etc. Once a

conU'Kt is executed. SWBT hosIs LSPs in a uaWnl workshop on bow to do business with

swaT and the process for pusma service orders. TraiDiDa is also offered on the

functionality of operll:iDa support systems that caD be used to pus service orders

electronically. report =uble IDd bIDdle billina inquiries. A number of LSPs bave described

the traiDiDI u beDeticial.

15. SwaT ba also sbowa flexibility on scbecluJinllDd lft'IDIementS for neaotiation meetinlS.

On several occuioas fact tiadinl meetinp bave been beld with prospective LSPs before a

written request to neaotiate bu been received. Althouah the \'Ill majority of SWBT"5

nel0tiatinl personnel and subject matter expertS are located in SL Louis. a lIrIe number of

meetinp have been held in the cities where the LSPs have a busiDess location. To reduce the
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travel expenditures on the part of both partIes. S'N'BT has arranged for ..... Ideo conference cads

or audio conference bridges (sometimes left open all day) for use in negotiations betv.'een the

partIes and allow LSP personnel to participate from severa! locations. When scheduling

conflicts arise or when time constraints become critical, SWBT willingly participates In

negotiation sessions in the evenings and over the weekend. 'Nbenever requested to involve

higher levels of manqement to discussiresolve contentious issues or hold periodic starus

discussions at the leadership level. SWBT has made senior managers available for such

discussions.

16. SWBT has also shown sianificant flexibility in qreeina to close deals tIw include language.
that postUreS the LSP to let into business today aDd possibly obtain a better dea1 tomorrow.

SWBT bas offered a number of --most favored nations" eatelories and has not required LSPs

to opt into entire conU'lCtS in order to get rates. terms mel coDditions &om oUter contracts.

Due to the timiDa of expecteci arbitrated decisions on a number of issues. SWBT has agreed

to adjustment lanauaae allowina LSPs to avail themselves of arbitrated decisions without

beinl a direct participant in the arbitration. SWBT has wiUiDaly aareed to continue

negotiations on issues beiDa arbitrated and has been successful in brinainI to c10SW'e some

disputed issues. thereby -viDa arbitration resources. Five stale arbitration requesu have

been withdrawn before bariDp have started u both ~es were able to reach a mutually

acceptable acr-mem tbroup continued neaotiations. includiDa the arbitration requesu of

Sprint and Westem Oldaboma Lonl DistaDce in Oklahoma.

17. Once an apeemeDt is reacbed. implementation of tile apeement is a complex process.

requirinla tiahdY coordinered scheduliqprocess which must be closely IDIDqeCi. In addition

to neaotialions. tile accoUllt maaqer bas responsibility for contr'ICt execution, including

implementation planninl with tile LSP. Degotiatiq schedules and activities. aDd carrying out
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:he agreed-co plan. The account manager itemizes all obligations under a given 3iree~e~t.

records the status of mat activity. lists any due dates and identifies S\\-"8T personnel responsible

for \anous tasks. A matnx is completed for each interconnection agreement. where due to the

complexlt)' of some agreements. can sometimes contain hundreds to thousands ofaction items.

18. The account manager obtains all required information from the LSP including billing names

and addresses. Operatinl Company Number (OCN). order processing contact names and

numbers. trunk routina and tranSlation information. maintenance contacts. network control

center contacts. SS7 switch point code and CLLI code information. existing and ordered facility

identification information. and other optional information sucb as directory delivery

information. and operator service provider netWOrk coc:les. The account manager ensures that

such information is properly disseminated within SWBT. aad that aU required intema1

system/netWOrkactivities are completed.

19. In the course of neaotiations. LSPs have souabt IDd SWBT has been wiUiq to consider

and/or agree to provisions tlw II'JUAbly go beyond our obliption to nqotiate under the Act.

Some examples follow:

• - Whea asked by an LSP to iDclude a liquicWecl damqes provision in the

apeement, SWBT cODSidered the LSP's conc:ems that sucb a provision would make

sure that SwaT messed to line employees the imponmce of meetinl conaaetUaJ

commiUDellU and apeed to the requested provisions.

• -When asked by an LSP to 1.. fleilities to the LSP so that it could avoid the

expeme it otherwise would have iDcurred to purchase facilities to C:ODmleace

service. SWBT apeed to the lasiq 1ftIDIemeDt.
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• ··\}Y'hen asked by LSPs to transIt their traffic through the SW"BT tandem to iactiitate

their exchange of traffic ....ith other local exchange companies. S\VBT agreed to do

so.

• •• \}y'hen asked by an LSP to transfer an entire ~XX code to the LSP who obtalns a

customer from S\VBT to whom that code had been reserved. S\VBT agreed to do

so.

• -Althouab it is not a telecommunications service under the Act. SVJBT developed

an inside wire maintenance offerinl and made it available to LSPs. As part of that

offerinl. LSPs can use SWBT employees to offer LSP customers inside wire and
~

telephone jack insWlation and nW.ntmU1Ce eXpertise.

• - When asked by LSPs to develop electronic intertice capabilities in advance of

industry staadards eveD beina establisbecL SWBT qreed to develop such

capabilities aDd believes thai it is well abeIId of other companies in its

developmema1 efforts. SWBT has spent weeks in discussions with one or more

LSPs to undemand their requiremala for electronic interfaces and strongly

believes tbIl this cooperative~ to tile development of operational

requiremems is the beuer approach. For Idditional information. refer to the

affidavit ofMs. EliDbedl Ham.

20. The Ibow is DOt to say that SWBT has been williq to coDCede all demands from LSPs. As

terms conWDed in the Act ad J*'IicipIDIS to lJIIOtiarioas have simultlDeOusly been

adversies in various rep1atory proceedinp. At tilDes DqOCiations with individual LSPs

have been CODCUn'lllt with arbintions with those SlIDe LSPs. WbeD conlrlCt issues have

9
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been decided through arbitration. S\\-"'BT has anempted to work with the ubnratlng LSPs tv

develop contract language incorporatIng the results of arbitrated decisions expeditIously.

21 Since passage of the Act. employees involved directly in negotiations and in posltlons

supporting those negotiations have worked tirelessly to respond to LSPs. In my:.. years

'With Southwestem Bell. I have never wimessed such a sustained effort and such dedication to

a wk. When a member of a nel0tiatinl team is not satisfied with the reasonableness of the

SWBT position. that individual typically insists that we re-examine our poSition and satIsfy

ourselves that we are living up to our obliprioft to neaonate in lood faith.

AGREEMENTS REACHED THROUGH NEGODATIONS (AS OF 4/419D

22. SWBT has responded to requesu for neaotWioDS from 136 companies wishiDa to become

. local service providers. The nqotiatioDS have the potential to produce 277 swe

intereonnection/resale qreements in SWBT's five stare.mce area includina 44 qreements

in Oklahoma. 102 qreemmts in Texas. 49 qreemems in Missouri. 45 apeements in Kansas.

and 37 qreements in Arkansas. To date. SWBT his reached apeement with SO companies

resultinl in 89 mUNally acceptable sianed stare apeements u. result of nelotiuions and/or

arbitration. SWBT is contiDuina to neaotiate with the other companies by addressina the

specific needs of the requesftnl LSP, aDd expects the aeaotWioDS to culmin.re in approved

agreements for the specific stare requested by the LSP wi1biD the allowed timeframe outlined·

in the Act.

23. SiDee the Act wat into effect OD February 1.1996. SWIT ICCOUDt m.maaers bave kept a

tally of the aqotiatiOllIlld subcommittee meetiDp thM have bleD held with LSPs. To date

there bave bleD 493 aqotiations IDd 557 subcommittee meetiDp held to further

neaotiations.
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24 SV;BT :,as entered sixteen agreements 'With LSPs in Oklahoma. of which ti\ e lre

intercoMection agreements and eleven are purely resale agreements. All of these signed

mte:-coMection agreements have been filed with the Oklahoma Corporation CommIssion

lOCO and four of the filed agreements have been approved as being in the public' s best

interest and in compliance with the Act. The approved interconnection agreements are With

Sprint. lCG. Brooks Fiber Communications and US Lons Distance ({;SLD). S\VBT and

Brooks have qreed to interconnect SWBTs tandems to Brook's switches in Tulsa and

Oklahoma City utilizing physical collocation. althoup other aJternatives were made

available. includiDl virtual collocation. SONET based interconnection. mid-span fiber meet
~

and leased facilities interconnection. Similarly, SWBT aDd USLD aped to interconnect

SWBTs tandem to USLD's switch in Oklahoma City. The filed interconnection apement

awaitinl approval by the Oklahoma Corporation Commission is with Intennedia

Communications. Of the eleven resale apeements in Oklaboma. twO are approved by tile

OCC~ seven are awaitinl approval by the commission and two have been siped by both

parties and the LSPs will derermiDe when to file. The approved resale qreements are with

Dobson Wireless IDli Weaem Oklahoma Lona Distance wbile the qreeDlcts pendinl

approval are with Fill CoaaectiODS, Reconex. CapRock Communications. Preferred Carrier

Systems, Cbic:bsaw Telecom. US Telco. aDd Oklaboma Comm Soum. A resale qreement

with TIE CommUDications has beeD reached but bas DOt been filed with the commission at

the LSP's request. 011 April 3. 1997, the acc issued an order IfIDtinI Capital

Telecommunication's req.- to wilbdraw their application to approve resale qreement with

Southweslem BeD.

25. Sprint and SWBT entered a comprebeDsive intere:oDDedion apeement for Sprint's

operations in Oldahoma on February 10. 1997. Local traffic will be excbanaed at a mutual

11



JJ1d reciprocal rate for tandem served versus end office served IntercOMectlOn. Spnnt ~U'l.

choose from among various intercoMecuon options. including physicaJ collocauon. Spnnt

can resell S\\/BT"s Telecommunications Services at a wholesale discount of 19.8%. WhICh

the Oklahoma Corporation Commission (OCC) detennined through arbitration to· be the

appropnate measure of SWBT"s "avoided costs" of resale. In addition. Sprint can obta.m

S\VBT"s rebundled network elements (includin, unbundled loops. network interface devices.

SWitching. transport, access to databases. anel operational support systems) at cost-based

rates. The SWBT/Sprint agreement is penelinl approval by the oce.

26. While S\\-"BT anel the local service provielen nelotiatina apeemenu have been able to reach

mutually acceptable lanauqe and prices in the vat majority of the conU'lCtS. there have been

some issues thar coulel not be settled and resulted in resolution throulh arbitration as

provided for in the Act.

27. Thoup not immediately pertinent to this application. SWBT his sianed a total of 89

agreements with LSPs outside of Oklahoma (36 in Texas. 12 in Missouri. 12 in Kansas. anel

13 in Arkansas). These agreements. with such compaies u AT&T. MFS. Sprint. TCG.

Brooks Fiber. ACSIIDCi dozens of other companies are detailed on the attached state by state

schedule of siped con1nCtl.

28. SWBT aDd AT&T 11'I currently neaotialinlan intereonDeCtioD qreement incorporabnl the

compulJory arbiUlliOll award in OCC cause number 960000218. The PlII1ies continue to

discuss issues thIl were neither resolved tbrouah arbinliOll nor qreeci to tbrouah

netonation. Met requested neaotiations for aU five SWBT states, but filed for nitration in

Texas and Missouri only.

29. On a loinl fOl'Wlld basis. the neaotialion process should become more mamlinecl f~r

several reasons. First, over the course of the last year. all plfties have IIiDecl a areuer
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understanding of what is expected under the Act. Second. any new entrant knows that .t can

step mto another approved agreement or avail Itself of S\VBT's Statement of Generally

.-\vailable Tenns and Conditions if it wants to do so. In other words. tomorrow·s LSPs wIll

be able to take advantqe of the worle done and knowledge gained today by S\\-'BT and

existing LSPs. S'W"BT will continue to negotiate agreements as required by the Act for

Oklahoma and the other swes where it operates.
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